	Key partners 
Universities and student hubs
Student unions/societies 
Local SME networks
Business associations
Freelance creative communities 
Web/platform developers 
Payment process providers 
Digital marketing software providers 
Careers and employability services 
Local event organisers and venues 
Legal and compliance support for platform terms and contracts 

	Key Activities 
Platform development and maintenance
Freelancer onboarding/verification
Matching clients with suitable freelancers 
Managing bookings and secure payment
Client acquisition/relationship management 
Quality control through reviews/ratings
Marketing and brand awareness campaigns 
Subscription package development 
Customer support and dispute resolution
Data collection/service improvement  
 







	Value Proposition 
Trusted access to verified local freelance creatives
Faster/easier hiring for SME’s and event organisers 
Affordable alternative to in house creative staff
[bookmark: _Int_V0v2SRu9]Flexible support social media, design and content needs 
Transparent pricing and services categories 
Secure payments/reduced transaction risk
Local talent with relevant community and event knowledge 
Portfolio building opportunities for students/graduates
Ongoing monthly content support packages
Reduced search time and coordination effort for clients   
	Customer Relationships 
Self-service digital booking 
Freelancer recommendations 
Ratings/review system
Secure communication/transaction support 
Repeat booking features
Post-project feedback
Subscription based client relationships 



	Customer Segments
Start-ups 
Local independent businesses
Student led ventures Event organisers 
University societies Freelance social media assistants
Freelance designers, photographers and videographers   
Local charities 
Community groups 
Graduate and early career content creators
Small and medium sized businesses 

	
	Key Resources 
Digital platform/website
Verified pool of freelancers 
Founders social media/content experience 
Brand identity/market reputation
Booking and payment service
User date and feedback insights 
Marketing channels 
Social presence
Customer support capability
Subscription service model 
	
	Channels 
Platform websites 
Instagram 
LinkedIn 
Student enterprise events
Local business network groups 
Email marketing 
Partnerships with societies and event teams 
Careers and employability channels 
University social media networks 
Referrals 
	

	Cost Structure 
Website hosting/maintenance 
Marketing/advertising expenses 
Branding and design expenses 
Legal and compliance costs 
Analytics and software subscriptions 
Payment processing fees 
Platform design and development costs 
Customer support and admin
	Revenue Streams 
Commission on completed bookings 
Premium freelancer profile fees 
Features listing charges 
Monthly SME content subscriptions packages 
Promotional partnership revenue 
Upselling premium support packages 
Managed project support fees 



Figure 1

Narrative:
The business Model canvas shows that ContentLink depends on the interaction between two customer groups: client organisations seeking flexible creative support and freelancers seeking credible paid opportunities. The strongest elements of the model are the niche value proposition, low asset digital delivery, and mixed revenue streams through commissions and subscriptions. The plan highlights that partnerships with universities, societies and local business networks are important to early customer acquisition and trust building.  











[image: ]Figure 2
[bookmark: _Int_7boYrSWB]This chart shows that most expenditure occurs. The distribution supports a lean, asset light operating model. By focusing spending on technology and growth rather than fixed infrastructure, ContentLink provides flexibility while maintaining quality assurance.

Figure 3 
[bookmark: _Int_AEIaRePZ]This chart illustrates that booking commissions form the core of ContentLink’s early revenue because most clients are expected to begin with single project engagements. Together these propoetions show a balanced, hybrid income structure which includes cash flow from transactional bookings and sustained revenue from subscriptions. 


[image: ]
ContentLink: A curated local platform for freelance social media, content and design support

ContentLink is a proposed digital platform that connects small and medium sized enterprises, student led ventures and event organisers with verifiedfreelance social media, content creation and design support. The business plan addresses a clear market gap, where many organisations require regular high quality digital content but they lack the budget, confidence and time to recruit in house staff or source reliable freelancers independently. Although student, graduates and career creatives often struggle to secure paid, repeat work to build trusted professional profiles. ContentLink seeks to address both issues through a curated local marketplace supported by secure booking systems, profile verification and subscription based monlthy content packages. 
The venture is brought forward as a focused alternative to broad global freelance platforms, its potential is big. The model combines booking commissions with recurring subscription revenue, creating a more balanced income structure than a purely transactional platform. The accompanying Business Model Canvas and supporting materials show that the venture can be developed through a relatively small cost base, with platform development and customer acquisition representing the main investment areas. Over a two year period, the most realistic route to longevity is to niche entry, phased implementation and continious service based and user feedback and perfomance data. On the basis, ContentLink appears commercially plausible and aligned with current patterns of digital work, freelance labour and SME marketing needs.

Project overview and context 

For many organisations, digital communication depends on a continuous flow of written and visual content rather than occasional promotional activity, SME’s, start ups, local brands and event organisers are expected to maintain active social media channels, produce promotional assets and repond quickly to audience attention patterns across multiple platforms (Chaffey and Ellis-Chadwick, 2022). Although this has increased the importance od creative and content work, smaller organisations often lack the budget or workload consistency required to justify permanent roles. In many cases, support for companies is often sourced through personal networks, ad recommendatiobs or direct social media contact, resulting in uneven quality, weak accountability abd inefficient search processes. For most organisations, continuous digital presence has replaced periodic advertising (Hootsuite, 2024; Hubspot, 2024). 
Student and graduate creatives frequently posses relevant skills in social media, photography, copy writing, design and many more but paid opportunities are often disorganised and difficult to sustain. Labour market research continues to show the significance of freelance and porject based working, particularly within creative and digital sectors, but access to reliable demand reains eneven (CIPD, 2023; ONS, 2023). Gig-economy data shows that 59% of freelancers rely on creative digital services as their main income stream (WEF, 2023), yet inconsistent client pipelines limit sustainability (Freelancers Union, 2023). 
In this context, the challenge is not a lack of talent or neeed but a lack of efficient coordination between the two. ContentLink is here to improve the coordination, the proposed platform would provide verfied freelancer profiles, transparent service categories, basic project matching, secure payment systems and optional monthly support packages for clients with recurring content needs. Rather than replicating major global freelance platforms, it would focus on  a local or regional which shows that trust, relevance and accessibility are more likely to influence user decisions than sheer volume of choice. 
Digital platforms tend to reward established scales, making direct competition with large generic providers more difficult for new entrants (Cennamo, 2021). A specliaised local platform may be more viable if it reduces search costs, improves confidence and reflects the pracitcal realities of smaller organisations seeking affordable creative support. This especially relevent where clients require ongoing social media and campaign assitance rather than highly specialised one off services. This idea is also informed by practical and personal experience within a university social media environment, where the need for regular content production, fast turnaround and coordinated communication is clearly visible. This experience guarantees market success but also provides a grounded basis for identifying demand conditions and operational pain points. As a result ContentLink can be framed not as an abstract platform concept but as a targeted response to a recognisable delivery platform.

Strategy for Longevity 

[bookmark: _Int_10TgguvX]The long-term sustainability of ContentLink depends on whether it can do more than help one-off transactions, the key argument here is that longevity will come from combining differentiation, mixed revenue, trust-based relationships and continuous learning. Firstly, the business model suggests that ventures create stronger defensibility when they offer a distinctive configuration of value creation and capture rather than replicating existing dominant models (Teece, 2010; Amit and Zott, 2001). ContentLink does this by serving a defined service of demand and supply, SMEs and event organisers who need affordable creative support and student or graduate freelancers that are seeking portfolio-building paid work. This positioning is stronger than entering the market as a generic creative platform because it reduces complexity and allows service design to reflect the needs of a more specific user base.
[bookmark: _Int_gMRaVsoV][bookmark: _Int_H5nBSsHp][bookmark: _Int_y2blSt2m][bookmark: _Int_tV8oTa30][bookmark: _Int_r12pzmuM][bookmark: _Int_4DCKfbjS][bookmark: _Int_Hz9QlPDh][bookmark: _Int_cOtR69rl][bookmark: _Int_NX0deozj][bookmark: _Int_MACgvNbS][bookmark: _Int_dLj9RIoo]Secondly, the venture's business model is designed to improve financial structure by combining transaction based revenue with recurring subscription income. Figure 2 illustrates that while booking commissions are expected to account for a large share of early revenue, SME subscription packages provide a second income stream. This is important because recurring income improves and reduces dependence on the constant aquisition of new one-off projects. Platform businesses often struggle when liquidity is low or customer activity is irregular (Evans and Schmalensee, 2016). A subscription plan helps to stabilise this by locking in repeat engagement from organisations with continuing content needs. This matters because the demand for content support is at an all time high. Businesses rarely require digital design or social media input only once but instead they need ongoing posting schedules, event promotion, visual refreshes, campaign assets and regular content maintenance (Tuten and Solomon, 2023). By offering monthly content support packages, ContentLink converts this recurring operational need into a more durable working relationship. The packages could include several monthly requests, priority matching and communication, all of which would increase convenience for clients and improve customer lifetime value. Thirdly, the strategy for longevity depends heavily on trust infrastructure, two sided platforms are not sustained by technology alone, they require mechanisms that reduce risk and encourage repeated exchange (Parker, Van Alstyne and Choudary, 2016). In freelance markets, trust problems are particularly visible where clients worry about quality and reliability, while freelancers worry about payment and unfair expectations within the workplace. ContentLink would therefore need profile verification, portfolio review, ratings and reviews, secure payments and support services for all included. SMEs and local event organisers often prefer a solution that reduces reputational risk rather than one offering the widest possible range of choices. Equally, early-career freelancers may value a platform that feels accessible, credible and aligned with their location and stage of development. The most obvious challenge is the classic ‘chicken-and-egg’ problem of two sided platforms where clients will not join without enough high-quality freelancers, and freelancers will not stay without sufficient client demand (Constantiou, Marton and Tunainen, 2017). The strongest response is to begin with a small launch area and a small number of service categories, testing the model where the founder already has access to networks. Partnerships with university services, societies, local SME groups, and employability teams could reduce early costs and create a more credible system. 
[bookmark: _Int_F2GSDBtT]A second risk is disintermediation which is once clients and freelancers meet, they may bypass the platform in future to avoid fees. This is a known challenge in platform economics (Parker, Van Alstyne and Choudary, 2016). ContentLink can help it by ensuring the platform adds continuing value through secure payment, repeat booking tools, subscription packages and continuous account support. If using the platform stays easier and safer than working outside it, users have greater incentive to stay within the company. Overall, the strategy for longevity is important because it prioritises dependable use over inflated growth. A sustainable venture over two years is more likely to be one that develops trusted repeat relationships in a popular market more than one that pursues broad scale without differentiation.

Viability, Finance and Reources 

[bookmark: _Int_SEFfy8T9][bookmark: _Int_g9luUaVi][bookmark: _Int_ETOMLEvo][bookmark: _Int_etdKYiHa][bookmark: _Int_i2922xPS][bookmark: _Int_4NB6AvPs][bookmark: _Int_cCDNTKDF][bookmark: _Int_4danoXoO]The venture's financial viability rests on its lean cost base and flexible resource model. Figure 3 shows that the main costs are concentrated in platform development, marketing and customer support, rather than physical operations. This is a significant advantage. Unlike ventures involving stock, transport or premises, ContentLink can be tested without major capital expenditure. Lean start-up theory supports this kind of staged commitment, arguing that ventures should minimise irreversible costs until core assumptions have been validated (Ries, 2011). From a business model perspective, the venture is attractive because it captures value in multiple ways. Booking commissions generate immediate income from marketplace activity, premium freelancer listings create revenue from the supply side, and monthly subscription packages produce recurring income from the demand side. Figure 2 suggests that this combination strengthens resilience by reducing dependence on any single stream. Osterwalder and Pigneur (2010) argue that viable business models require coherence between value proposition, customer relationships and revenue, ContentLink demonstrates this coherence by linking recurring client problems to recurring paid solutions. Successful multi-sided platforms demonstrate that mechanisms such as verification, peer reviews and payments drive user retention (Rochet and Tirole, 2003).
[bookmark: _Int_I4n7AJ7U][bookmark: _Int_UwYvh4dI][bookmark: _Int_dTFyKk59][bookmark: _Int_oO1W4DGW][bookmark: _Int_h0zFWdHU][bookmark: _Int_drYom2Cu][bookmark: _Int_Xty7ERQ5][bookmark: _Int_wl2iejDv]Resource needs also appear manageable. In the first year, the venture could be operated with a minimum viable platform, founder-led marketing and limited support administration. Technical development could be outsourced initially, while freelancer onboarding and client communication remain under close founder control. As the platform grows, resources can be directed toward support, partnerships rather than premature expansion. This approach improves survival prospects because it allows spending to follow evidence rather than ambition and greed. The major test of viability is therefore not whether the idea can generate revenue in theory, but whether it can attract enough active users to cover platform and acquisition costs within a reasonable period. That is why customer acquisition cost, repeat booking rates, subscription conversion should be treated as central performance indicators. If these remain weak, the model should be adapted to the changes. This makes the venture financially cautious but also strategically sensible, growth that is unsupported by reliable usage date would increase risk without nessessarily strengthening viability. 

Implementation and Learning Loop

[bookmark: _Int_PHP1Ia6s][bookmark: _Int_RRpAN4hx][bookmark: _Int_mCUtRRyG][bookmark: _Int_RPvF8ORb][bookmark: _Int_B7U4YzQH][bookmark: _Int_boKaS964][bookmark: _Int_pHKGF3kC][bookmark: _Int_fA2iKyQu]The final argument of this plan is that ContentLink should be delivered through an evidence-led implementation process. The venture should begin with interviews, small-scale market testing, and smallest viable platform development, rather than a fully featured launch. This follows the logic of iterative entrepreneurship, where bur ss models are treated as hypotheses to be tested rather than assumptions to be imposed (Blank and Dorf, 2020). In practical terms, the first phase should involve the demand amound local SME’s, event organisers and univerity societies, while identifying the most platform read freelancer categories. The second phase should be involving verified profiles, project matching and secure payments and the third phase would focus more on measurement which would be deciding what services are boooked more often, which customers return and how pricing works and where it could be improved. These insights should shape the service, subscription development and future expansion. This logic strengthens the case for sustainability the case for sustainability because it recognises uncertainty instead of ignoring it. Ventures like this servive not only by planning well but by adapting as evidence appears. 



Conclusion and Recommendations

[bookmark: _Int_Tn2nLjcw][bookmark: _Int_ccZozJAd][bookmark: _Int_HGcZnbYR]This essay has argued that ContentLink offers a credible route to sustainable venture development because it addresses a real and growing market need. Its value is targeted between organisations that need ongoing digital content support and emerging freelancers seeking trusted paid work. Its strongest basis for viability is in its curated trust, recurring content demand and mixed revenue through commission and subscriptions. If implemented in the correct way, ContentLink could have a realistic prospect of remaining viable and relevant over the next two years. 
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